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Stayin’ on Main Street 

BB&L stresses external consistency and internal change 


Winning big in small commercial 

OneBeacon's new OnePac product is a “BOP package” tor 300+ classes 
Public entity power 

Fresh and focused, Professional Underwriters is a 

go-to market for school and municipal risks 
Declaration of independents 

At Farmers, independent agents are welcomed, valued, and supported 
Parents’ part-time agency blossoms under next generation 

Son takes over at age 18; small accounts and acquisitions spur growth 
Risky business 

For the world’s premier gaming company, risk management is no gamble 
Ready, set, sell 

Harbor Capital Advisors has savvy advice for prospective agency sellers 
Perpetuation lessons learned 

Bolton keeps identity as owners make quick moves to perpetuate 
Tough risks, smart solutions 

Newcomer James River Insurance brings energy and expertise to the wholesale market 
Small can be big 

Penn-America’s careful selection of a limited number of 

general agencies results in profitability 
Adding value, building strength 

In the heart of oil and gas country, Stoltz & Co. brings skill and focus to challenging risks 
Old-fashioned ethics for a new century 

For more than 100 years, integrity and fairness 

have been a way of life for The Treiber Group 
When the going gets tough... 

Agency owners Ron and Sally Rodgers build success out of adversity 
Turning cash flow into cash 

Oak Street Funding helps agencies collateralize their revenue stream 
How are we doing? 

Active Retention survey helps Barney & Barney listen to customers 
Bridging the gap 

Arch offers fresh ideas on ways to restore positive relationships 
Building a dream 

Starting with little money and little English, Efrain Ferrer 

builds a $12 million premium agency with five branches 
Insurer/reinsurer symbiotics 

Pekin and GE Insurance Solutions achieve a 78-year relationship 
High-tech investigators 

Cutting-edge science makes EFI Global the CSI of the insurance industry 
Filling niches, meeting needs 

Security-related firms are the core businesses for CoverX 
The Markel Style 

The specialty powerhouse marks 75 years of know-how and teamwork 


PF&M at a Glance—Personal auto policy 

Coverage Concerns—From house to condo 

AAIS Perspective—Condominium deductible coverage 

Coverage Concerns—Scheduling valuable personal property 

PF&M at a Glance—Homeowners policy 

Coverage Concerns—Foreign travel insurance protection 

PF&M at a Glance—Personal umbrella 

Fending off fire—Simple preventive procedures can protect home owners from risk of fire 


DECEMBER 2005 


AUTHOR 


Dennis H. Pillsbury 
Dennis H. Pillsbury 
Dennis H. Pillsbury 
Dennis H. Pillsbury 
Dennis H. Pillsbury 
Dennis H. Pillsbury 
Dennis H. Pillsbury 
Dennis H. Pillsbury 


Dennis H. Pillsbury 


Elisabeth Boone, CPCU 


Elisabeth Boone, CPCU 
Elisabeth Boone, CPCU 
Phil Zinkewicz 
Elisabeth Boone, CPCU 
Elisabeth Boone, CPCU 
Dennis H. Pillsbury 


Elisabeth Boone, CPCU 


Phil Zinkewicz 


Elisabeth Boone, CPCU 


Phil Zinkewicz 
Elisabeth Boone, CPCU 
Dennis H. Pillsbury 
Elisabeth Boone, CPCU 


Dennis H. Pillsbury 


Elisabeth Boone, CPCU 


Michael J. Moody, MBA, ARM 


Elisabeth Boone, CPCU 
Elisabeth Boone, CPCU 


Elisabeth Boone, CPCU 


Roy C. McCormick 


Joseph S. Harrington, CPCU 


Roy C. McCormick 
Roy C. McCormick 


Phil Zinkewicz 


MONTH 
April 
May 
June 
July 

August 
September 
October 
November 


December 


February 


February 
March 
March 
March 

May 
May 


May 


June 


July 


July 
July 
August 
August 


August 


September 
September 
October 
October 


December 


January 

January 

February 
March 
Apri 
June 
June 
June 


PAGE 





ARTICLE TITLE 
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Taking flight 
Insuring antique aircraft is just one of Arlington/Roe’s specialty niches 
Contractors 
Nail down a market 
Watercraft 
Insuring boats, personal and recreational watercraft, and yachts 
NAPSLO president discusses market conditions 
Wholesalers adjusting to softer market; keep a 
watchful eye on potential regulatory legislation 
Insuring day care centers 
THOMCO is a leading market in this growing and sometimes precarious business 
Pollution coverage market matures, broadens 
AIG Environmental offers streamlined protection 
What goes around comes around 
Specialty lines review 
Protecting wine collections 
Agency and insurer specialists monitor storage valuations 
of private and commercial collections 
Hospitality risks 
Bars, taverns, restaurants, hotels and resorts 
D&O doldrums 
PLUS meeting explores current corporate environment 
and other issues impacting D&O liability 
The triumvirate 
Success as an MGA depends on three principal ingredients...it's people, people, people 
Tsunami! 
For questions about coverage, specialty carrier RLI has answers 
Capitalizing on surety opportunities 
Surety companies can help non-specialist agencies tap into bond business 
Special Section — AAMGA 
Insuring the blockbusters 
The entertainment unit of Fireman's Fund writes coverage for Hollywood's big hits 
Special events 
Prize indemnification, contests, tournaments and weather coverage 
Intellectual property protection—From Groucho Marx to the Internet 
Protecting identity of a firm's products is crucial in today’s fast-moving business climate 
Employment practices liability 
Do lawsuits begin at 40? 
Commercial and personal umbrella 
- Have you capitalized on the additional revenues? 
Trucking 
There are two sides to every story 
Pay for play 
Amusement parks and participation sports businesses show strong growth 
Good news for med mal—for now 
Conning study predicts profitability—at least in 2006—for this volatile market 
Risk Management—The money pit 
Partners in personal lines 
Atlantic Mutual teams up with Countrywide Insurance Group 
to expand its reach into the affluent market 
Special Section — Professional Liability Underwriting Society (PLUS) 
Growth opportunities abound in professional liability 
MarketStance data indicates that many firms remain uninsured 
Professional liability 
Many tools to solve the client's needs 
Apartments and condo operators represent more than a billion-dollar market 
And probably much more than that 
Apartments/condominiums, the before and after 
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Drug costs hit comp hard 
Importation may not alleviate the problem 
Preview of the insurance marketplace 
What's in store for 2006? 
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Where the action is 

New ownership at Applied Systems is poised to respond to fresh opportunities 
Agency Marketing Technology—Successfully selling small commercial accounts 
Actuarially determined 

Software suite lets agents compete with the mega-brokers 
Security—Pronounced Secure-i-t 

Tips techniques, and thoughts for keeping computing systems and resources safe and secure 
Agency Marketing Technology—Finding a market for small commercial 
Solving the rating conundrum 

Agencies frustrated by myriad rating options may find relief in Ml-Assistant 
ERM software assistance arrives 

Implementation of ERM has been eased by software products 

that mesh with the COSO Framework 
Security through responsibility 

Responsible computing leads to increased agency security and productivity 
Making real-time connections 

SeaPass Solutions lets carriers and agencies use existing technology to exchange info 
Zywave rides the wave of the future 

Technology tools strengthen agent/client relationship by offering 

better data management resources and a stronger line of communication 
Would you like that data to go? 

Wireless access without proper security opens agencies up to greater risk 
Agency Marketing Technology—Creating and managing a small commercial department 
Online safety training 

Value-added service helps agencies win new business and create strong exit barriers 
Maximizing Automation—Reading the terrain 
Changing to stay the same 

Minnesota MGA uses technology to maintain 

high levels of employee and customer satisfaction 
Agency Marketing Technology—Creating electronic applications 
Safety plans deliver savings, add value 

Industry-specific, OSHA-based programs are available online 
Internet security—A growing risk for businesses 

More types of companies are vulnerable; agents step up their risk management role 
Maximizing Automation—Taming the data monster with Excel, Part 1 
Agency Marketing Technology—Creating a marketing system 
Simplifying the delivery of employee benefits 

OnlineBenefits provides communication tools to help brokers serve client needs 
A better mousetrap 

Custom Insurance Solutions regularly adds new features to 

its MGA/wholesale broker-focused software 
Blue-sky thinking 

Aviation Software Alliance partners with Applied Systems to turn theory into reality 
E-mail: Risky business? 

Pervasive use and poor archiving of e-mail opens door to new legal risks and issues 
Agency Marketing Technology—Prospect management 
Maximizing Automation—Taming the data monster with Excel, Part 2 


2005—Here's looking at you 

In the wake of the Spitzer investigation and Republican wins, what lies ahead? 
The ubiquitous purveyors of protection 
Distorted torts 

Reforms are needed to bring an out-of-control system into balance 
Off the pedestal, into reality 

Hank Greenberg's rise to power—and fall from grace—marked by impressive achievements 
The more things change... 

Much of the industry will remain the same—providing needed protection to its insureds 
Dedication beyond description 

We can be proud of the insurance industry's record in creating a safer world 
The historic mission—Covering the risk 

Despite enormous challenges, John Bogardus remains optimistic about industry's future 
Intent to preempt? 

Acceptance of SMART may not be a smart move for the industry 
Water, water everywhere 

Reforms may be needed, but the NFIP should remain in place 
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